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MANAGING OVERSEAS TRADING PARTNERS 
 

KNOWLEDGE CHECK QUIZ 
 
 
QUESTION 1  -  When should you deal directly with an overseas end user ?  
(a)  When they are based in an English-speaking country 
(b)  When you’re sure you can deliver the same grade of service as to domestic customers 
(c)  When you’re confident you will be paid 
(d)  When you don’t need to provide an after sales service 
Answer = (b) 
 
QUESTION 2  -  Which low-cost route to market avoids using a full distributor ? 
 

(a)     Freight Forwarder 
 

(b)     Joint Venture 
 

(c)     Fulfilment House 
 

(d)     Export Packer 
 
Answer  =  (c) 
 
QUESTION 3  - What control do you have over pricing when using overseas sales agents?  
(a)  Absolute control, though the agents can negotiate on your behalf 
(b)  No control, it is illegal for you to impose prices on your agents 
(c)  No control, it is legal but impossible to influence 
(d)  Some control, but the agents have the ultimate say 
Answer  =  (a) 
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QUESTION 4  -  What control do you have over pricing when using overseas distributors ? 
(a)  Absolute control, though the distributors can negotiate on your behalf 
(b)  No control, it is illegal for you to impose selling prices on your distributors 
(c)  No control, it is legal but impossible to influence 
(d)  Some control, but the distributors have the ultimate say 
Answer  =  (b) 
 
QUESTION 5  -  Which are the only routes to export markets which give you total control? 
(a)  Majority Joint Ventures and Franchises 
(b)  Minority Joint Ventures and Licensing 
(c)  Non-Exclusive Distributorships and Local Branches 
(d)  Subsidiaries and Acquisitions 
Answer  =  (d) 
 
QUESTION 6  -  What are the standard 4 Ps of Marketing ? 
(a)  Product, Positioning, People, Promotion 
(b)  Product, Price, Place, Promotion 
(c)  Proposition, Price, People, Progress 
(d)  Progress, Product, Philosophy, Positioning 
Answer  =  (b) 
 
QUESTION 7  - What instructions should you give to overseas end users ?  
(a)  The bare minimum to get by 
(b)  The standard set, but with key words translated 
(c)  The same as for domestic users, only in their own language 
(d)  Whatever your local trading partner thinks is best 
Answer  =  (c) 
 
QUESTION 8  - How do traders calculate prices using “coefficients” ?  
(a)  They add a standard margin then add local tax 
(b)  They mark up their buying prices then add local tax 
(c)  They add local tax to their buying prices then add a margin 
(d)  They multiply their buying prices (without tax) by a factor which includes margin & tax 
Answer  =  (d) 
 
QUESTION 9  - What is the potential danger in appointing one distributor in Spain ?  
(a)  One distributor will find the country too large to handle 
(b)  They may become distracted by the other items within their portfolio 
(c)  This regionalised market may resist buying from national rather than local distributors 
(d)  You should give different products to different representatives 
Answer  =  (c) 
 
QUESTION 10  -  Who should make promotional decisions in your export markets ? 
(a)  You 
(b)  Your advertising agency 
(c)  Your local agent or distributor 
(d)  You and your local agent or distributor working together 
Answer  =  (d) 
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QUESTION 11  -  When might you consider firing a distributor ? 
 

(a)     As soon as important sales targets are missed 
 

(b)   When you’re happy the other 3 Ps have given them a chance to succeed 
 

(c)     When you meet a bigger and better-equipped alternative 
 

(d)     If they refuse to get behind your latest revolutionary new product 
 
Answer  =  (b) 
 
QUESTION 12  -  Who should be aware of your vision for export markets ? 
(a)  Your immediate export team 
(b)  The freight forwarders and shipping companies that you use 
(c)  Your own staff and the staff employed by your agents or distributors 
(d)  Your competitors 
Answer  =  (c) 
 
QUESTION 13  - With what must your short term export market aspirations be consistent ? 
(a)  Your agent or distributor’s budget 
(b)  The local economy predictions 
(c)  Your travelling expenses budget 
(d)  Your longer term export objectives 
Answer  =  (d) 
 
QUESTION 14  -  Why do exporters often fail to provide enough overseas support ?  
(a)  They take on too many new markets at once 
(b)  They underestimate the cost of looking after new export trading partners 
(c)  They fail to understand how time-consuming it can be 
(d)  All of these 
Answer  =  (d) 
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QUESTION 15  -  Who do exporters blame when under-supported agents fail ? 
 

(a)     The agents 
 

(b)     Themselves 
 

(c)     Anyone but themselves 
 

(d)     The competition 
 
Answer  =  (c) 
 
QUESTION 16  -  Where should Key Performance Indicators be recorded ? 
(a)  Within, or as an appendix to, the formal Agency or Distributor Agreement 
(b)  As an attachment to an e-mail 
(c)  As part of the suite of shipping documents 
(d)  On the back of your invoices 
Answer  =  (a) 
 
QUESTION 17  -  When are KPIs a waste of time ? 
(a)  When the agent or distributor easily achieves them 
(b)  When they are not regularly monitored and reviewed 
(c)  When your promotional budget is reduced 
(d)  When the exchange rate varies dramatically 
Answer  =  (b) 
 
QUESTION 18  -  At what level of customer satisfaction should you target a distributor ?  
(a)  The same as your own level in your domestic market 
(b)  To be the highest in the local market  
(c)  High enough to avoid customer complaints 
(d)  At the same level as the other brands and products in their portfolio 
Answer  =  (a) 
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QUESTION 19  -  Why might you include targets by product group as well as total sales ? 
(a)  To make things interesting for your agents or distributors 
(b)  To make sure your agents or distributors don’t become specialists in one product 
(c)  To ensure you get the right sales mix to deliver the required margins 
(d)  To avoid running out of stock 
Answer  =  (c) 
 
QUESTION 20  -  Why must you drive the relationship with overseas trading partners ? 
 

(a)   Your partners won’t be as experienced as you in selling your products 
 

(b)     You need to make sure they don’t get complacent or lazy 
 

(c)     They may become distracted by the other items they sell 
 

(d)     Your product, your brand and your reputation are at stake 
 
Answer  =  (d) 
 


